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RAILWAY EXPRESS 
ASKS REMOVAL OF 





the Railway Express Agency 
for a certificate of conven- 
ience and necessity that would 
permit door to door deliveries 
of merchandise came to an 
abrupt end here Tuesday 
when counsel for the railroad 
owned express agency asked 
that an intermediate injunc- 
tion by the Cartage Exchange 
of Chicago against such issu- 
ance be dissolved. 

The Commerce Commission set 
September 15 as the date for con- 
sideration of the injunction. It was 
announced that the express agency 
petition will be taken up immedi- 
ately thereafter. The cartage ex- 
change took the stand that business 
of its members who operate approx- 


imately 8,000 motor trucks would be 
ruined if the express agency is 
granted the certificate it seeks and 
that the cartage exchange members 
have adequate facilities at present 
to handle Chicago delivery require- 
ments from railroad station to local 
destinations. 





REO TRUCK SALES SHOW 
GAIN OF 22.46% FOR 
YEAR ENDED JUNE 30 


Lansing, Mich., July 27.—The Reo 
Motor Car Company today reports 
a gain of 22.46 per cent. in retail 
domestic sales of Reo speedwagons 
and trucks during the twelve months 
that ended June 30, 1932, compared 
with the similar previous twelve- 
month period, 

The company calls attention to 
the fact that this showing repre- 
sents the first full twelve-month pe- 
riod since Reo entered the lowest 
priced truck field, with its 114-ton 
Speedwagon, Attention is also 
called to the consistency of the gain 
in sales, eleven of the twelve months 
Showing an increase over the corre- 
sponding month of the preceding 
year. 


AUTO-LITE REPORTS 
$1,098,514 PROFIT 
FOR FIRST HALF-YEAR 


Toledo, O, July 27.—Electric Auto- 
Lite Company and subsidiaries re- 
port for six months ended June 30, 
1932, net profit of $1,098,514 after 
depreciation, interest, Federa] taxes, 
ete. According to company this is 
equivalent, after dividend require- 
ments on 7 per cent. preferred stock, 
to $1.08 a share on common stock. 
This compares witn $2,769,865, or 
$2.94 a share, on 893,363 common 
shares in first half of 1931. 

For quarter endea June 30, 1932, 
net profit was $550,834 after charges 
and taxes, equal to 55 cents a share 
on common, comparing with $547,680, 
or 53 cents a share, on 897,509 com- 
mon shares in preceding quarter. 













TRUCK INJUNCTION 


Commerce Commission Sets 
September 15 as Date 
For Hearing 
Chicago, July 27. — The 


[llinois Commerce Commis- 
sion hearing on a petition of 
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car builder and father of the 


reported at Johnstown, Pa., Tues- 
day 


SALT LAKE DEALER 
SUED FOR REFUND ON 


force 


automobile purchasers of the 


over a four-year period. 


be parties to the complaint. 
Botterill 


excessive. 


excess. 


ments, and he says that in his own 
case the automobile company men- 


in the refund. 


6-CENT GAS TAX YIELDS 
LESS THAN 5-CENT RATE 


Little Rock, Ark., July 27.—Gaso- 
line tax collections in this state dur- 
ing the past fiscal year, with a 
6-cent levy in effect, amounted to 


$6,758,535, according to figures just 
made public by Commissioner D. A. 
Gates of the State Revenue Depart- 
ment, 

Collections during the fiscal year 
of 1929-1930, when a 5-cent tax was 
in effect, totaled $6,781,133, Commis- 
sioner Gates stated. Collections for 
the fiscal year 1930-1931 amounted 
to $6,802,199, of which about three- 
quarters was under the 5-cent tax 
ane one-quarter under the 6-cent 
ax, 
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8, 1879 


FRED S. DUESENBERG, pioneer 
straight eight, whose death was 


FREIGHT CHARGES 


Sale Lake City, Utah, July 27.— 
Legal action has been started in the 
Third District Court here seeking to 
Salt Lake City automobile 
dealers to refund to a nunber of 
“ty 
reparations assertedly granted by 
the Interstate Commerce Commis- 
sion on excessive freight charges 


The plaintiff menticned in the 
suit, Henry Cohn by name, alleges 
that overpayments aggregate $300,- 
000. He claims to represent all per- 
sons justified in claiming repara- 
tions, but names no other as a co- 
plaintiff because of inability, it is 
stated, to identify those who might 


Mr. Cohn specifically sues the 
Automobile Company of 
this city, one of the oldest automo- 
bile concerns here, and the Union 
Pacific system, the railroad carriers, 
without naming any sum, He claims 
to have purchased a car, including 
in payment what was represented 
to be a fixed charge for freight, and 
learned July 1, 1932, the rates were 
He says he does not 
know the amount of the alleged 


Mr. Cohn alleges, on information 


and belief, that the I. Cc. C. has 
ordered a refund on all such pay- 


tioned in the suit claims ownership 
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FRED DUESENBERG, MIDWEST RETAIL CAR SALES 





ENGINE DESIGNER, 
DIES OF INJURIES 


Pneumonia Developed Follow- 
ing Injuries Sustained 


July 2 


IN JUNE REPORTED ONLY 
173% BEHIND JUNE, 1931 


Six Months Total Ran 43% Behind Last Year With 
Wholesale Sales About 45% Under 
A Year Ago 


Chicago, July 27.—Retail automobile sales in the Middle 
West showed a marked tendency in June to close the gap 
over last year, being only 1714 per cent. less than in June, 
1931, as against a 42 per cent. decline in the May compari- 
sons, according to a survey of the Federal Reserve Bank of 
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pe ®Chicago, just issued. 
LA FRANCE-REPUBLIC —[saies were 43 per cent, ana. whole- 
SALES CORP. FORMED 
BY STERLING TRUCK 


sale sales 45 per cent. under 1931, 
The figures show a 40.1 per cent, 
decrease in number and 47.7 per 
cent, in value of new cars in dealer 
stocks at the end of June, as com- 
pared with the same date in 1931, 
Milwaukee, Wis., July 27.—Sterl-| Used car sales maintained a gain 
ing Motor Truck Company officials|in June over May and were only 12 
announcea the formation of the La|Per cent. less than in June of last 
France-Republic Sales Corporation, | year, while inventories of used car 
a separate corporation which will|departments were 7.3 per cent. less 
operate as a division of the Sterling |@t the end of last month than in 
company, E. M. Sternberg is presi- | June, 1931. 
dent of the new corporation, H. C.| From the standpoint of both new 
Keenan, vice-president; W. G.|2nd used car inventories, dealers of 
Sternberg, vice-president; Oscar E.|the Middle West have not been in 
Held, secretary, and R. W. Stork, |Such a favorable position for years. 
treasurer. All are officials of the| A greater tendency to purchase 
Sterling Company except Mr. Stork, | for cash is indicated by a drop from 
who was treasurer of the Republic | 58 per cent. in June, 1931, to 50 per 
company prior to acquisition. cent, last month in the percentage 
The entire operations are being 
moved to Milwaukee, including the 
executive office, and it is expected 
that by August 1 the first La 
France-Republic trucks will roll off 
the assembly line at the Sterling 


of cars bought on the deferred pay- 
plant. 


ment plan. 

The Republic export department 
is already established in Milwaukee 
at the Sterling plant and is in 
charge of Earl L. Reichard, who has 
been associated with them for many 
years. 

It is Sterling’s intention to con- 
tinue the Republic line of lighter 
trucks to supplement the Sterling 
line of heavy duty trucks. This, it 
is stated, will enable Republic and 
Sterling dealers to obtain complete 
coverage in the various markets and 
thus broaden their sales volume and 
profit } >ssibilities. 


Johnstown, Pa., July 27.— 
Fred S, Duesenberg, designer 
of the Duesenberg Car and for 
many years a leading pro- 
ducer of racing cars, which 
won many championships and 
established many _ records, 
died here yesterday morning. 
Mr. Duesenberg’s death was 
caused by injuries suffered 
in a motor car accident, which 
occurred on July 2. A spinal 
injury was the most serious 
phase of his condition, but in 
spite of the gravity of this, 
Mr. Duesenberg seemed to be 
recovering when pneumonia 
set in and eventually caused 


his death. 

Fred Duesenberg was born in 
Lippe, Germany, in 1877, and came 
to this country at the age of 8 years. 
He lived on a farm near Rockford, 
Ia., until he was 17, when he en- 
tered the implement business as ap- 
prentice to a dealer. His next step 
was into the bicycle business, and he 
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STUDEBAKER REPORTS 
NET LOSS FOR THREE 
MONTHS ENDED JUNE 30 


South Bend, July 27.—Report of 
Studebaker Corporation and sub- 
sidiaries, including Pierce-Arrow 
Motor Car Company, for quarter 
ended June 30, 1932, shows consoli- 
dated net loss of $1,917,015 after de- 
preciation, interest, taxes and divi- 
dends on Pierce-Arrow preferred 
stock, etc. 

This compares with net loss of 
$484,125 in preceding quarter, and 
net profit of $1,219,605, equal, after 
Studebaker Corporation, preferred 
dividends, to 56 cents a share on 
1,961,413 no-par shares of common 
stock, including 56,368 shares in 
treasury in June quarter of previous 
year, 

For six months ended June 30, 
1932, cosolidated net loss was $2,401,- 
140 after taxes, charges and Pierce- 
Arrow preferred dividends. This 
compares with net profit of $2,029,- 
355, equal to 91 cents a share on 
common in first half of 1931. 

Studebaker Corporation has de- 
clared the regular quarterly divi- 
dend of $1.75 on the preferred stock, 
payable September 1 to stock of rec- 
ord August 10. 


FORD SHIFTS PATTERSON 
TO CHICAGO DISTRICT 





PACKARD CUTS 
DEFICIT DURING 
SECOND QUARTER 





Detroit, July 27.—Packard Motor 
Car Co. and subsidiaries report 
for six months ended June 30, 1932, 
net loss of $2,513,127 after taxes, de- 
preciation, etc., copmaring with net 
loss of $90,120 in first half of 1931, 

For quarter ended June 30, 1932, 
net loss was $949,144 after taxes, de- 
preciation, etc. This compares with 
net loss of $1,563,983 in preceding 
quarter and net loss of $203,124 in 
June quarter of 1931. 

Current assets as of June 30, 1932, 
amounted to $23,076,964, including 
$13,463,845 cash, government and 
marketable securities, while current 
liabilities were $2,892,352. This com- 
pares with $13,994,486 cash, govern- 
ment and marketable securities, cur- 
rent assets of $24,519,318 and current 
liabilities of $3,123,154 on December 
31, 1931. 


GOODRICH MILL 
COMES TO AID OF 
COTTON GROWERS 


Silvertown, Ga., July 27.—Mi-'*.a 
Mills, textile division of the B. F. 
Goodrich Rubber Company, recently 
notified its cotton shippers that they 
will immediately pay for seven 
pounds of additional cotton per bale, 
at current prices, if the bales are 
wrapped 100 per cent. in cotton bag- 
ging. 

The Goodrich mill, it is said, uses 
ar>roximately 73,000 ba‘ : of cotton 
annually in its entire manufacture. 
The seriousness of the cotton situ- 
ation has prompted this offer, ac- 
cording to Albert T. Matthews, vice- 
president and general r-~ager of 
the company, 


GASOLINE STOCKS 
DECLINE: CRUDE 
OIL OUTPUT UP 


New York, July 27.—Total stocks 
of gasoline declined 97,000 barrels 
during the week ended July 23 to 
62,455,000 barrels, the American Pe- 
troleum Institute estimates. Stocks 
of gasoline held by refineries repre- 
senting 95.1 per cent. of the coun- 
|try’s refining capacity totaled 39,- 
394,009 barrels, a decline of 119,000 
barrels. Terminal stocks of gasoline 
east of California totaled 15,570,000 
barrels, an increase of 12,000 barrels, 
while stocks of gasoline in transit 
aggregated 1,796,000 barrels, an in- 
crease of 105,000 barrels. Other 
stocks of motor fuel amounted to 
5,695,000 barrels, a drop of 95,000 
barrels. 

During the week, reporting refin- 
eries were operated at 61.8 per cent. 
of capacity, running to stills 2,263,400 
barrels of crude oil daily, as com- 
pared with operations at 62.5 per 
cent. of capacity in the previous 


(Continued on Page 2 ) 





Salt Lake City, Utah, July 27.—| 
Walter C. Patterson, manager of the 
Salt Lake City territory for the Ford 
Motor Company, has been promoted 
to the position of assistant manager 
of the Chicago division of the com- 
pany. He had been here for seven 
years, and was formerly associated 
with the San Francisco division. 

Mr. Patterson and his wife are 
both licensed pilots and are flying 
to Chicago in their own plane. The 
lady has been president of the Salt 
Lake City unit of the Women’s Na- 
tional Aeronautical Association, 


















AUBURN FOURTH IN 
JUNE REGISTRATIONS 


Auburn, Ind., July 27.—New car 
registration figures for the month 
of June, compiled by R. L. Polk & 
Co., show Auburn in fourth place in 
several key cities of the United 


States, and in fifth and sixth places 
in many others, 

These figures, made public today 
by officials of the Auburn Automo- 
bile Company, show that retail sales 
of Auburn cars for June in such 
important cities as Chicago, St. 
Louis, Kansas City and Baltimore, 
were exceeded only by those of the 
three lowest priced cars. 

At a time when sales were de- 
clining throughout the automotive 
industry as a whole, Auburn ex- 
perienced the greatest June in its 
history. In addition to advances in 
registration positions, new car ship- 
ments from Auburn factories were 
2,883 cars ahead of May, it was said. 

“The new program was launched 
by Auburn primarily as a means of 
stimulating business by offering the 
public such great values at such low 
prices that it would constitute an 
irresistible inducement for people to 
buy,” according to N. E. McDarby, 
vice-president, in charge of sales. 

“Distributors, dealers and sales- 
men all are co-operating with the 
factory in insuring the success of 
the program. Crowds of prospects 
have thronged Auburn salesrooms 
throughout the country and retail 
sales have mounted rapidly. At the 
Auburn factories thousands of men 
have been put back to work and 
production schedules have been ac- 
celerated sharply in the effort to 
keep step with the flood of orders 
which has greeted the program. 
Auburn officials regard the success 
of this program as proof that the 









public will buy when values are| 
right. regardless of economic con- 
ditions.” 


FRED DUESENBERG 
DIES OF INJURIES 


(Continued from Page 1) 


established a reputation as an ama- 
teur rider. He built an engine for 
use on a motorcycle and won many 
races with it. 


FINANCIAL NEWS © 


YELLOW TRUCK 

Pontiac, Mich, July 27.—Report of 
Yellow Truck & Coach Manu- 
facturing Company for six months 
ended June 30, 1932, shows con- 
solidated net loss of $1,293,097 after 
taxes, depreciation, etc., comparing 
with net loss of $1,046,881 in first 
six months of 1931. Consolidated net 
loss for quarter ended June 30, 1932, 
was $326,746 after taxes, deprecia- 
tion, etc., comparing with net loss 
of $966,351 in the preceding quarter, 
and net profit in second quarter of 
1931, or $28,110, equal to 19 cents a 
share (par $100) on 150,000 shares 
of 7 per cent. preferred stock. 


BRIGGS & STRATTON 


Detroit, July 27.—Briggs & Strat- 
ton reports for six months, to June 
30, net profit of $14,044, after all 
charges, equivalent to 5 cents a 
share on the capital stock. Profit in 
the_first half of 1931 was $320,042, 
equal to $1.06 a share. 


EX-CELL-O TOOL 
Detroit, July 27.—Ex-Cell-O Air- 
craft and Tool reports for six months 
ended June 30 net loss of $8,350 after 
charges and depreciation. This com- 
pares with net loss of $134,163 in the 
first six months of 1931, 


PARKER RUST-PROOF 

Detroit, July 27.—Parker Rust- 
Proof reports for the quarter ended 
June 30 net profit of $132,710 after 
charges and depreciation but before 
Federal taxes, comparing with $96,- 
116 in the preceding quarter and 
$199,033 in the June quarter of the 
previous year. For six months ended 
the same date, profit was $228,826, 
after charges and depreciation, but 
before Federal taxes, against $407,863 
in the first half of 1931. 








UNITED ENGINEERING 

New York, July 27.—United Engi- 
neering and Foundry reduced the 
quarterly dividend on common to 
25 cents from 50 cents and declared 
the regular quarterly of $1.75 a share 
on the preferred. 

LEAD 

New York, July 27.—World lead 
production in June totaled 104,728 
short tons, as against 115,027 in May 
and 119,840 in June, last year, ac- 
cording to the American Bureau of 
Metal Statistics. Production in the 
United States in June came to 26,068 


It was in 1902 that Duesenberg | tons, as against 25, 902 in May. 


finally entered the automobile busi- 
ness, in charge of the mechanical 
department of a plant at Kenosha, 
Wis. 


Here he designed a full-fledged | 


| 


automobile engine and finally raised | 


capital to start the Mason 


Car Company. 


Motor 


CARTAGE FIRMS FIGHT 
RAIL DELIVERY PLAN, 


Chicago, July 27.—When the Rail- | 


In 1913 Fred Duesenberg and his| Way Express Agency, owned by the 


brother, August, entered a racing 
car of their own design in the Indi- 
anapolis race. From then on, for| 
many years, Fred Duesenberg gave 
most of his attention to the design 
of racing enzines, and his power 
plants and racing cars were extreme- 
ly successful. 

During the World War the allied 
governments bought great numbers 
of engines from Duesenberg, ;ho 
had formed the Duesenberg Motors 
Corporation to conduct this business. 
Duesenberg also devoted consider- 
able attention to the design of ma- 
rine engines, and his power plant 
was the first to drive a boat at bet- 
ter than mile-a-minute speed. 

Pive years ago the Duesenberg 
Motors Corporation was taken over 
by E. L. Cord of the Auburn orga~i- 
zation, Mr. Duesenberg remaining as 
vice-president in charge of engi- 
neering. 

Fred Duesenberg is survived by his 
wife, Mrs. Isle Denny Duesenberg, 
and a son, Denny, 18 years old, 


FORD PLANT IN N. J. 
CURTAILS EMPLOYMENT | 


Edgewater, N. 
ness held up better in July at the 
Ford Motor Company Edgewater as- 
sembly plant than it did in July 
last year. Layoffs, customary at 
this time have started. The record 
number of men employed, which 
reached 6,000, has been reduced to 
3,000. It is anticipated that by 
August 1 domestic production will 
have ceased with the plant opera- 
ting on a curtailea schedule in 
August for export trade. A total 
of eight Ford steamers, which oper- 
ate between Detroit, Edgewater and 
Chester, Pa., are tied up in Edge- 
-, water. tn . me 








| 





J., July 21—Busi- | 


major railroads of the country, at- 
}tempts today to have a_ permit 
granted by the Illinois Commerce 
Commission, making possible door to 
door deliveries of merchandise, the 
request will be vigorously opposed by 


members of the Cartage Exchange | 
of Chicago, it became known today. | 


Objections to giving the railroad’s 


express agents a certificate of con- | 


venience and necessity will be based 
upon the contention that such a per- 
mit would mean confiscation of the 
cartage industry’s business, estab- 
lished here in 1850 and growing 
steadily until the association’s mem- 
bers now number about 160 and em- 
ploy 8,000 motor trucks. 

Amplifying on the stand of the 
Cartage Exchange, Curtis C. Stewart, 
manager, declared that “should the 
commerce commission grant the ex- 
press company’s request, a private 
industry that has been operating 
successfully in Chicago for over 80 
years will go to the wall.’ 


INTERNATIONAL SCREW 
MOVES INTO NEW PLANT 


Detroit, July 27.—The Interna- 
tional Screw Company announces 
that it has just moved into a new 
building at 9444 Roselawn, at West 
Chicago Boulevard. The new quar- 
ters are in an up-to-date two-story 
building equipped with modern ma- 
chinery. All of its efforts in the 
manufacturing field are devoted to 
the making of upset rolled thread 


products. 
International Screw carries a 
stock of approximately 50,000,000 


standard machine screws and nuts 
and has the equipment to handle 
special upset products in sizes up to 
and including % of am inch. 
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| 


| 





WHEELS, INC., HOST 


AT SERVICE CLINIC 


New York, July 27.—Wheels, In- 
corporated, of this city, in co-opera- 
tion with the Riess Manufacturing 
Company of Dayton, O. were 
hosts, July 25, at a buffet supper 
and service clinic to discuss the sub- 
ject of wheel alignment and steer- 
ing geometry in relation to steering 
difficulties, excessive tire wear and 
other services in conjunction with 
converting a motor car from bal- 
loon tires to the use of low pressure 
air tires. 

The clinic was well attended by 
a representative group of the lead- 
ing service managers and rubber 
company managers. Practically all 
the leading companies were repre- 
sented by at least one service execu- 
tive. 

John F. Creamer, president of 
Wheels, Incorporated, acted as 
chairman of the meeting and in- 
troduced C. H. Phelps, chief engi- 
neer of the Riess Manufacturing 
Company as well as the designer of 
their new equipment, the “Steer- 
O-Master.” Mr. Phelps has been 
a student of steering geometry dur- 
ing the past ten years and covered 
the subject of the interrelated 
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Chris Sinsabaugh—Detroit Editor 
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VEN though the American peepul are not buying the way 
the industry had hoped for, there has beer no let-up in 
sales activities. Salesmen are peering under every stone, and 
factory sales promotion departments are being lashed to 


renewed efforts. Clever stuff they are turning out, too. 
An example of this comes from De Soto and it’s a nov- 

elty—nothing more or less than a sales contest based on a 

political campaign foundation. The contest started July 18 


angles and their proper adjustment|and ends September 17, prizes being awarded for actual 


in connection with proper at retail deliveries of new De Soto 


Mr. Phelps was followed by W. 
Lantz, vice-president in charge a 
sales for the Riess Manufacturing 
Company. He spoke briefly on the 
long period of development in con- 
junction with “Steer-O-Master” and 
the position that this type of equip- 
ment would occupy in the proper 
maintenance of a passenger car. 

It was clearly brought out at this 
meeting that the following opera- 
tions are necessary to properly 


and Plymouth cars, 
* * 


THE LITERATURE that has gone out smacks of the 
handiwork of General Sales Manager Roy Peed and Adver- 
tising manager Ray Blackwell; it’s ducedly clever. We note 
Peed delivering the keynote speech in the most approved 
political style, real oratory and a defi to all competition. 
Of course, he brags a bit about De Soto, but that is to be 
expected. 

“Gentlemen, I say to you that our opponents can never 


OK 


check front axle and front wheel| shake the strong positions of De Soto and Plymouth so 


performance: 
1, Inspect spindles and bushing. 
2. Check for wheel wabble. 
. Check for wheel balance. 
. Centralize front wheels 
“Steer-O-Master.” 
Check wheel base. 
. Level axle and 
pressure. 
. Toe-in. 
. Steering geometry 
steering arm), 
Camber. 
Caster. 
11. King pin inclination. 
12. Spindle arms. 
Wheels, Incorporated, in addition 
to using “Steer-O-Master” as a part 


on 


-» 


air 


an 


equalize 


o-! 


(angles of 


9. 
10. 


of their shop equipment, will also) jtably worn-out and obsolete car 


}act in the capacity of sales repre- 
sentative in the metropolitan area, 


GASOLINE STOCKS 
DECLINE; CRUDE 
OIL OUTPUT UP 


(Continued from Page tf) 


orates, 


| 


| knew you’d show ’em. 


long as there is no tax on style, and so long as we see that 
the Great American Public continues to weigh value,” he 


1 


LIKE A REAL POLITICAL PARTY, this one has a 
platform, too, one with eight planks. Sorry I can’t print 
all of them because of lack of space, but here’s a couple you 
can sink your teeth in: 

“Repeal the Depression—The De Soto-Plymouth Party 
holds with that colorful knight of the air, Andrew H. Brown, 
for immediate repeal of repression, and pledges itself to 
bring about such repeal through increased selling effort by 
every candidate.” 

“Farm Relief—We pledge our best efforts to help the 
farmer by reciprocal trade and by demonstrating how prof- 
s can be replaced by new, 


* * 


modern equipment.” 
* * 
AS IF IT WASN'T ENOUGH to have my past exposed 
by the publication of the picture of the column conductor 
in his “Soup Plate Six Sport Roadster” in A. D. N., here 
comes a letter from a customer, H. G. Vaughan, vice-presi- 
dent and general manager of the Sparta Foundry Com- 
pany of Sparta, Mich., who writes: 
“Congratulations! Your ‘Soup Plate Six’ is a wow. I 
I am sending you as a token of my 


* 


week, when runs to stills averaged| appreciation of your picture a very useful and ornamental 


2,288,000 barrels daily. 

Gas and fuel stocks totaled 132,- 
210,000 barrels, a drop of 425,000 bar- 
rels. 

Gasoline production by cracking 
Stills, representing 95.6 per cent. of 
the country’s charging capacity, av- 
eraged 465,100 barrels daily, com- 
pared with 456,100 barrels daily in 
the previous seven-day period. 

Imports, both crude and refined, 
averaged 102,286 barrels daily, con- 
trasted with 106,286 barrels daily in 
the previous week and a daily aver- 
age of 108,786 barrels for the four 
weeks ended July 23. 

Receipts of California oil, crude 
and refined, at Atlantic and Gulf 
Coast ports, averaged 27,143 barrels 
daily, compared with 80,714 barrels 
daily in the preceding week and a 
daily average of 50,893 barrels for 
the four weeks ended July 23. 

Crude oil production averaged 
2,205,850 barrels daily, compared 
with 2,154,850 barrels daily in the 
previous week, an increase of 51,000 
barrels. Production in Oklahoma 
was up 47,550 barrels to 454,450 bar- 
rels daily, and yield in east Texas 
gained 8,100 barrels to 345,500 barrels 
daily. Production in California 
dropped 600 barrels to 471,900 barrels 
daily. 

Tulsa.—Daily average production 
of crude oil in United States in week 
ended July 23 totaled 2,197,759 bar- 
rels, an increase of 51,028 barrels 
over preceding week, according to 
the Oil and Gas Journal. 

In the corresponding 1931 week 
crude oil production averaged 


‘2,477,261 barrels daily. 
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accessory for your new sport job. If you don’t understand 
the working of this gadget, I’ll give you a hint. Mount it 
on the dashboard at me extreme right side.”’ 

AND WHAT DO You THINK the gadget was? A 
whip socket! None of the young -people in the office, not 
even Jean Campbell, knew what it was—it was before their 
time. Yet this old graybeard who grinds out the column re- 
members when the motorists used whip sockets. It was 
about the time of the ’’Soup Plate Six,” and motorists car- 
ried whips to drive stray cows off the road. 

* * * 

ANOTHER LETTER on the same subject, from Dick 
Wolfe, president of the Auburn-Chicago company. He’s on 
my side, and sez he: 

“On page 2 of Wednesday’s A. D. I find your pie- 
ture in a ‘Soup Plate Six,’ with ee to rotate the 

above picture and see you drive the car. I have done so, 
but I can’t keep you from going around with the wheels, 
That isn’t the way you drive, and as an advocate of your 
ability, I take exception to this method of proving it. The 
last time I rode with you—y’ars and y’ars ago from Algon- 
quin—the wheels went round and round, but you and I went 
up and down. Well, maybe this is a new way.” 

* * * 

DWIGHT DAVIS has turned in his fortfolio as adver- 
tising manager of Continental Motors, and will go out and 
kill a few fish before tackling another job. Dwight is one 
of those who have grown up with the industry. Starting 
with the Burroughs Adding Machine Company, he stayed 
there sixteen years. Then he had three years with Hyatt, at 
Newark, when A. P. Sloan, Jr., was there; he spent three 
years with Timken-Detroit, became air-minded with Stinson 
Aircraft and Schlee-Brock here i in Detroit, and then joined 
Continental Motors. 
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Retail Salesmen—This Is Your Page 








sion of the industry. 


let us get it ready for publication. 


you commissions, 
Dealers read this page. 


This department is devoted to the interests of the retail sales divi- 
Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that -vill 
help you in your work on the firing line. 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


may help another salesman to make sales or avoid errors that cost 
Give us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home tlre bacon or don’t. 


It wants you to pass on 


Your achievement or your mistake 


MAKE NEIGHBORS OF YOUR 
PROSPECTS 


Some time ago we had the pleasure of driving through 
the Middle-Western country with a farm machinery sales- 
man, who stopped on the way to visit some of his clients and 
potential clients as we drove along. 


What impressed us with this 
salesman was the very remarkable 


knowledge and understanding that 
he nad of his customers’ affairs and 
problems. He told us, for instance, 
as we drove up to one farm house: 
“Christensen. who lives here, can’t 
buy any machinery this fall. He has 
got to have some parts to keep his 
present machines going, and I will 
have to help him finance those. He 
has a mortgage on which the inter- 
est was due June 10, and he hasn’t 
been able to meet it. The bank is 
gonig to help him out because he is 
a good farmer and will pay up as 
soon as he gets a break.” 

At another farm gate this sales- 
man remarked: “Williams, the man 
who works this farm, has just had 
a good break. He had another farm 
over the ridge and a fellow from 
Chicago thought he wanted it for a 
summer home for his wife and kids. 
Williams got more for it than he 
ever expected to, and I am going to 
take some of his surplus for a new 
gang plow and a new reaper, His 
old ones are worn out.” 

He gave me such intimate details 
on all the farms at which we 
Stopped. At one place we walked 
down to the orchard and for a few 
minutes helped the farmer spray 
his trees, while his son went to the 
house an an errand. At another 
place we sat and chatted with the 
farmer’s wife and daughter, the 
father having driven to the city on 
business. There was little that my 
salesman pilot did not know about 
the people with whom he did busi- 
ness or hoped to do business. He 
knew his clientele; the individuals 
were all his neighbors, and he knew 
whether they had money to spend 
or would have to go over another 
year before they could buy. And 
they valued his advice, it was evi- 
dent from the conversations to which 
we listened. 

There is a lesson in this for au- 
tomotive salesmen, and we recently 
found an article on this very sub- 
ject in the Purol Globe, which we 
are taking the liberty of quoting: 

Do you know your neighbors? Can 
you call them by name when they 
came into your station? Do you 
know which of your neighbors are 
not customers of yours and do you 
know why they don’t trade with you? 

These questions are important to 
you.and you should know the an- 
swer to each one of them. To build 
a steady volume of sales you should 
start with the neighborhood around 
your station and the first step is to 
know your neighbors. The easiest 
way to know them is to call on them 
in the evening. Make it a point to 
call on a _ certain number each 
night, just after dinner. Get 
acquainted with them and get them 
acquainted with yourself and your 
station. 

It isn’t necessary to do much 
selling during these short visits. If 
you merely make a good impression, 
if you extend a friendly invit: tion 
to come into your station, you will 
have accomplished a lot. Ask them 
to make your station their neigh- 
berhood service station, and let 
them know what you mean by 
“service.” 

After you have left the front 
porch, write down the man’s name 
and address on a piece of paper, or 
carry a few blank cards for this 
Purpose. Try to associate the man’s 
name with something about his per- 





son. Mr. Smith may have a very 
deep voice, or Mr. Jones may talk 
with some kind of accent. Jot these 
notes down on your card. When 
you get back to the station, or when 
you go home at night, pull out the 
cards and memorize the names and 
the men who belong to them. It is 
not much of a trick when you get 
onto it. Then, when they come into 
your station you can call them by 
name. 

Does calling & man by name 
count? It certainly does. Every 
one likes to feel that he is given 
some special recognition in a place 
of business. Women have been 
known to patronize high-priced 
stores simply because one of the 
clerks remembered to call them by 
name. Men are just as vain as 
women and they all like to be called 
by name. 

Addressing by 


customers their 








Today’s $5 Winner 


WURTS BROS. OF ASHLAND, KY. 
FIND DEALER RELIABILITY 
BEST SALES ASSET 





By E. W. DONALDSON, WURTS BROTHERS, 
Ashland, Ky., Dodge Dealers 


For the seventeen years of their activity in the automo- 
bile business in Ashland, Ky., Wurts Brothers has tried to 


make the name “Wurts” mean the same to an automobile as 
© LS 


Sterling does to silver. 

That is the backbone of their sales 
policy, Probably because they have 
a “backbone” their sales of Dodge 
cars ran 200 per cent. over their 
allotted quota in the last quarter 
of 1931, while sales for the second 
quarter of 1932 have climbed 300 
per cent. above the quota. During 
the whole of 1932 Wurtz Brothers’ 
new car sales have never dropped 
below a mark of 200 per cent. above 
the quota for any month. 

This quota is based on the cor- 
responding sales of ten other makes 
in the same district, namely, Buick, 
Essex, Graham, Nash, Oakland, 
Pontiac 8, Pontiac 6, Oakland 8 and 
Oldsmobile. 


While no comparison figures are 
available on used car sales, Wurts 
Brothers consistently built up this 
department of the business, exceed- 
ing last year’s figures, and while not 
wishing to cast disparagement on 
other dealers, feels entitled to claim 
the honor of being among the top 
rank leaders in this field in their 
district. A claim through the news- 
paper that they were the leading 
used car dealer went unchallenged. 

Keen rivalry exists within the 
firm itself, but the sgles depart- 
ment has never lagged, although the 
shop has set a hot pace by estab- 
lishing a record gain for June, 1932, 
of $200 over the corresponding 
month of 1931. 

E. C. Wurts, president of the firm, 
does not term these records as “suc- 
cess.” He views the word success 
as something achieved, something 
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ltions in this neighborhood.” The 


right names shows them that you | 


are on your toes, that you are try- 
ing to_please them. It lets them 
know t you Value their business. 
It tells them that you are a mer- 
chant, and your station is a place 
of business that has dignity with 
its service. And it is a friendly ges- 
ture that they appreciate, 

How many of your neighbors don’t 
trade with you, and why don’t they? 
This is one of the most important 
questions you can ask yourself. 
There are two ways of answering 
that question. The first is to say, 
“Well, there are many other sta- 


second way is to say, “Those of my 
neighbors who don’t trade with me 
are those who do not know the 
quality of my products and the high 
type of service I am giving. I will 
make it a point to call on them and 
tell-them my story. There is no 
reason why they shouldn’t buy here. 
I have better products and better 
service than the others.” 

Of course, to make the second an- 
swer you must live up to it. You 
must give better service. You al- 
ready have better products. Let 
these people know that you are a 
neighborhood institution, that you 
want your station to be a credit 
to the neighborhood, and that you 
want to please your neighbors. A 
certain amount of business will drive 
into your station without asking. 
Popular acceptance of your prod- 
ucts will cause that. But if you 
want to get all the business you 
are entitled to, you have to go out 
and get it. The difference between 
the average service station and the 
highly successful station is that one 
operator waits for business to come 
to him, while the other goes out and 
brings business in. 

There is always the excuse that 
you haven't time. There is only one 
answer to that: “Are you too busy 
to make more money?” Take time 
to make money. 
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upon which a man may stop to en- 
joy his laurels, his victory. The 
firm was a success in 1930. Had 
it been content with that it would 
have failed during 1931 and 1932. 

A method of salesmanship em- 
ployed in 1930 would have failed to 
produce during the lean years that 
have followed. There became nec- 
essary in 1930, he declares, a com- 
plete revision of sales policies, based 
on what might well be termed the 
new public psychology of the auto- 
mobile. 

Wurtz Brothers saw that the en- 
tire public conception of the automo- 
bile had changed as times changed, 
and they revised their methods to 
meet new conditions. 

In time of plenty, with money 
abundant, an automobile was bought 
largely upon the whim of the buyer, 
rather than upon some substantial 
factor. If a man liked the lines of 
a car, or the color or some little 
gadget, he would have a sudden 
whim to buy it and would act on 
the impulse. What mattered! 
Money was plentiful. If he didn’t 
like the car he could trade it in 
the following year. 

Hard times, states Mr. Wurts, 
have brought a different public 
mentality on the question of auto- 
mobiles. A man decides he must 
have a new car. His fancy settles 
upon perhaps four makes. He 
knows that each one of these makes 
is an honest car, comes guaranteed, | 


VACATION SEASON 
BEST TIME TO SELL, 





Make Your 


Next Trip 


SAYS N.E.OLMSTEAD) By, Plane 


Midsummer at the seashore pro- 
vides an excellent opportunity for 
the demonstration and sale of cars 
in the upper price brackets, accord- 
ing to Nathan E. Olmstead, sales- 
man for the Hartford, Conn., branck 


of the Packard Motor Company ! g¢ 
150 Washington s¢,! 


New York, 
Hartford. 

Many owners of high-priced cars 
spend most of the summer at sea- 
side homes, Mr. Olmstead pointed 
out, and while vacationing they are 
often more receptive to car sales- 
men than during business hours in 
their home city. 

Mr. Olmstead has worked out a 
plan of action for covering the shore 
resorts which includes a list of pros- 
pects and their summer addresses. 
“Accidental” calls are made at the 
various resorts, always in a car es- 
pecially picked out for display and 
road performance. 

The Packard salesman parks the 
car in a prominent place at each re- 
sort and always sufficietnly acces- 
sible to be reached quickly if a 
demonstration seems possible. 
has found that the advertising value 
of the parked car alone is valuable. 

“Circulating” around the resort, 
the salesman casually looks up the 
men he knows and carries on, so to 
speak, on a social basis. Success in 
selling depends. of course, first upon 
the extent of acquaintance and sec- 
ond upon meeting the friends of his 
friend. 

The whole approach requires care- 
ful handling, as people of means do 
not car for ballyhoo or any set form 
of approach. The proper attitude, 
Mr. Olmstead believes, should be one 
of simplicity and the approach never 
too -pressing, Good taste is para- 
mount. 

“A man at the shore on vacation 
has more time to devote to seeing 
a car and taking demonstrations 
than he has while engaged in busi- 
ness. For example, a man whom tT 
had found very difficult to see in 
business hours was vacationing at a 
resort, I had occasion to go to New 
York and selected a Dietrich con- 
vertible sedan which I thought 
might make an impression and 
called upon him on my way home. 

“I found the man casually and 
within the few hours there gave a 
good demonstration and an oppor- 
tunity to drive the car under vary- 
ing conditions. The result of the 
call is a first-class prospect and ac- 
quaintance which will be valuable 
plus another prospect through my 
first contact. 

“I follow this summer resort policy 
as often as possible, whether on 
Sundays or any other day. I have 
never as yet found a single person 
who resents this sort of approach. 
Also, a point not to be overlooked, 
one nearly always finds an oppor- 
tunity to talk to others, besides the 
individual, including his wife, friends 
and casual acquaintances. 

“If you sell a car here and there, 
others, wishing to ‘keep up with the 
Joneses,’ will occasionally become 
good prospects. It is also possible 
to get the names of neighbors from 
a customer or active prospect and 
later follow up by direct mail or 
calls,” 





backed up by the manufacturer's 
name and reputation, 

Now, while the prospective buyer’s 
preference is concerned somewhat 
with appearance, ‘little points of 
superiority, his real interest has 
become centered upon utility, He 
wants a car that will give him real 
performance, durability, soundness. 
This prospect knows that the actual 
performance rating between makes 
is slight. Therefore, he actually has 
little to choose from. Y’hether he 
realizes it or not, he is looking for 
some extra point of superiority, 
something so meritable that it will 
set one car above the others in line 
of utility. 

Wurts Brothers, knowing this, de- 
liberately supply that point. They 
do it by giving to the name “Wurts” 
some special significance. As a 
practical example, the salesman 





(Continued on Page 4) 
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The plane you will 
eventually buy” 


STINSON 


Four-passenger cabin 
planes $4595 to $5595 
f.o.f. Wayne, Michigan. 


Automobile Distributors? 
Next time you are going to 
the factory—or want to make 
a quick swing around the ter- 
ritory to call on dealers—Go 
By Plane. Use Stinson Air 
Cab Service. 


It is the cleaner, more coms 
fortable and much quicker 
way. Combine business with 
pleasure. 


Learn to Fly as You Ride. 
Get both services for the cost 
of one. Any normal person 
can fly a Stinson the first time 
a pilot takes him up. The 
operator will teach you to 
navigate the plane, while you 
are using it for a business trip. 


The Stinson plane will 
transport one, two or three 
passengers and pilot, with bag- 


gage. 


For complete information 
on low cost flight instruction 
and air taxi travel, call the 
Stinson Air Cab Operator in 
your city, or write the Secre- 
tary, 


STINSON AIR CAB 
OPERATORS ASSN. 


Wayne, Michigan 





THIS EMBLEM is your 
protection. Be sure it is on 
the plane you hire for air taxi 
trips and flight instruction. 
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Seven Keys and a Lock 


N A RECENT issue of a daily newspaper we noted side by 
i side two items that seemed to us prophetically significant. 
The first of these consisted of excerpts from an address de- 
livered by Alfred P. Sloan before the National Editorial As- 
sociation in San Francisco. 

In a compact summary Mr. Sloan presented seven keys, 
which he believes will unlock the barred door of prosperity. 
These Keys are: 1. Restore confidence. 2. Insure jobs. 
3. Make more effective use of available credit facilities. 
4. Bring down costs in all fields. 5. Reduce government 
costs. 6. Reorganize government administration. 7. Dis- 
tribute taxes more equitably. 

The second item which we noticed in the adjoining 
column to the one carrying Mr. Sloan’s statement was a bit 
of advertising published in the local papers by the Alama 
National Bank of San Antonio, Tex. Read the following: 

“Because the flow of business is directly dependent 
upon the availability of legitimate short term bank credit, 
this bank is safely employing its funds in the extension of 
such credits as will assure the business progress of its com- 
mercial depositors. 

“It is the belief of the Alama National Bank that such 
a policy is essential to the unhampered conduct of business 
and that its beneficial effects will be reflected throughout 
the community.” 

Yes, that actually is the belief and the practice of a 
bank doing business in these United States. And do not as- 
sume that San Antonio has escaped the ravages of the de- 
pression. This progressive little city has had its share of 
trouble, but with banks brave enough to adopt such a policy 
as the one outlined above, we would expect to see San An- 
tonio emerge from the slough rather quicker than most 
places. 








Equitable Taxation 

One of -the difficulties that human nature struggles 
under in any attempt to create general betterment, is that of 
getting individuals or business units to act for the general 
good instead of on the narrower basis of individual benefit. 
We all of us as individuals and as business units tend to try 
for our own gain, forgetting that we are interdependent and 
that all must be helped if all are to benefit. 

When Congress was considering ‘the outrageous taxa- 
tion bill, which is now a part of the law of the land, many 


representatives of industrial and commercial groups went to 
Washington to plead for relief for their own particular 
interests. 

Unhappily, this made a general impression of pleas for 
relief from taxation for particular businesses or industrial 
groups with the inference: ‘Soak the other guys, but let us 
down easily.” 

American industry and business in general has got to 
learn to act as a unit. Washington is infested with lobbies 
representing special interests. The most resourceful of these 
gets special treatment for the group or groups it represents. 
_ others do the same thing within the degree of their 
ability. 

When the representatives of the automotive industry 
went to Washington to plead with Congress against the impo- 
sition of special taxes on their business, they took the only 
logical and tenable ground. They asserted their willingness 
to bear their full share of any general tax that it was found 
necessary to place on industry to meet the crisis that exists. 
But they protested against being singled out for a special 
levy, stamping their industry as a producer of a luxury, 
which the people of the country should be discouraged from 
buying. That their plea was not heeded does not affect the 
justice of their contention. 

American industry should join on a platform of protest 
against special] taxation levied against individual businesses. 


| offered on its own merits. 





We Stand 


Chris Sinsabaugh, 

Automotive Daily News: As being 
as how I am an editor myself, also 
one of kindred lines, I feel that I 
am entitled to ask you a question or 
two, however, it will only be one this 
time. 

I read your column “Sparks From 
Detroit” each day and find it quite 
interesting, but why, oh why, does 
the “continued on page so-and-so” 
invariably be in error? I have no- 
ticed this time and time again and 
today it was just the last straw, in 
the issue of July 22, when I was all 
interested 'neverything in the write- 
up on the new Essex ‘“Terraplane” 
(some name they are giving them 
these days), the “continued on page 
so-and-so” informs me that I may 
finish this interesting treatise on 
page 11 (meaning eleven when I 
went to school, and not three), so 
accordingly I turn to page eleven 
(11) and no sign of the remainder 
of your column, then I look at pages, 
nine (9) ten, (10) and even as far 
back as twelve (12) and still “no 
soap,” so I wind,up by reading the 
article from the front page, “Essex 
Terraplane Base Price $425,” and then 
I consign the “Automotive Daily 
News” to the “file” (wastebasket to 


In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
have you. Open to every one to say anything, anyhow, any time, The 
communications printed in this department represent the ideas and 
opinions of our readers, They are not necessarily ours. If you have 
something to say en any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 


Corrected 


me) and as I do, page number three 
(3) stares me in the face, and what 
do I see, staring up (in possibly 24 
pt. Caslon Bold, with 30 pt. caps) 
but that old .familiar heading 
“SPARK FROM DETROIT,” and 
then what a relief, I finish the 
article and have worked up such a 
sweat that I thought that I had bet- 
ter take the matter up with you and 
find out why. Perhaps it was that 
you didn’t want people to finish 
reading your article, or something? 


Maybe — — — — 
Will you do all in your power to 
see that this “grave error” is 


eliminated in the future, which will 
meet with the entire satisfaction of 
A. R, HARPER, 

Managing editor, Motive Power, 
Chicago, I. 

EDITOR’S NOTE: We beg to 
apologize to Mr. A. R. Harper and 
Chris Sinsabaugh for the error in 
our issue of July 22, which Mr. 
Harper has called to our attention 
in the above letter. Following our 
usual practice we have hanged (not 
“hung”) two printers and berled the 
makeup editor in erl. We sincerely 
hope that this will prove a lesson to 
them. THE EDITOR. 


Today’s Prize Letter 


(Continued from Page 3) 


offers the Dodge car. Years of 
effort on the part of the manufac- 
turer have established the Dodge as 
a car of honest performance and 
dependability. The propect is sat- 
isfied upon that point. The sales- 
man refreshes the buyer’s mind upon 
the highlights of the Dodge, then 
begins to talk Wurts Brothers. 

Here, again, comes the parallel 
case of the silver. Here are several 
cases of silverware, and here is one 
that the salesman informs is 
sterling. 


The salesman talks Wurts Broth- 
ers’ dependability; he creates with- 
in the mind of the prospect a pic- 
ture of the permanence of Wurts 
Brothers, Years of service behind 
them, many years of continued re- 
liability ahead of them. The firm 
that sells its guarantee and backing 
along with a good car. 

An advertising man once said 
that a man who comes to a decision 
believes that he makes up his mind 
because of one or more vital points. 
Quite the contrary, his decision is 
due to the things he has read, seen 
and heard for many years. All these 
little bits of information have 
lodged in his mind and they help 
him to form conclusions and judg- 
ments. 

Wurts' Brothers supply these 
bits of information by consistent 
advertising. Their advertising fol- 
lows along one theme, the theme 
that they hammer on year after 
year, permanency. A firm built on 
solid rock, built to endure, strong, 
reliable, dependable. This, over a 
period of time, has a tremendous 
effect, It creates a public con- 
sciousness of Wurts Brothers as an 
institution as substantial as a solid 
banking house or the United States 
government, 

When the salesman states that 
Wurts Brothers is back of this car, 
it is like a ;ilt-edged bond or the 
mark “sterling” on silver. 

A car with the name of a reliable 
manufacturer, plus the sterling 
name of Wurts, must have an add- 
ed appeal over a car that is simply 
Wurts 
Brothers’ sales records seem to 
prove the point. 

Now, regard the used car lot. Here, 
when a prospect comes to “look them 
over” he is sorely in doubt. He is 
suspicious, for he knows that a nice 
paint job can conceal a lot of grief. 
A demonstration only convinces him 
that the car has been tuned up to 
run a few hundred miles, then what? 
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But take the looks of the car as it 
stands in the lot, painted and pol- 
ished; add to this a convincing dem- 


onstration, then add the final 
clincher: “This car.” says the sales- 
man, “is backed up by Wurts 
Brothers.” 

How that does wipe away sus- 
picion and doubt the salesmen tes- 
tify. And how that does allow them 
to get their money out of a car 
without haggling bargaining and 
cutting. 

Wurts Brothers’. advertising is 
plain, simpie facts, which is the 
style that carries truth. It goes 
without saying that the Wurtz 
brothers live up to their watchword 
of “sterling.” Their salesmen are 
men chosen for sincerity of pur- 
pose, not glib talkers, but rather the 
opposite. Their attitude is to help 
the prospect make up his mind, and 
not to stampede him into a purchase, 

There are several brands of per- 
sonalities among the sales force, 
and a man who senses that he is not 
getting along with a proposition re- 
ports at once, and an attempt is 
made to select another man whose 
personality might be more adaptable. 

Appeal to women is made along 
the lines of car appearance, ease of 
riding and economy. Having cared 
for that the salesman turns the 
prospect’s mind toward the courte- 
ous service at Wurts’ Brothers, 
their ability to shoulder all the 
problems that may arise. Women, 
although self-reliant today, are not 
so sure of themselves when the “in- 
nards” of an automobile are in ques- 
tion, It is here that Wurts Brothers 
dependability scores. It removes that 
apprehension from a woman’s mind, 
knowing that she can place depen- 
dance upon a reliable firm that is 
close at hand in case she gets into 
difficulty. (Which she surely ex- 
pects to do.) 

Incidental items: Wurts Brothers 
use quite a bit of direct-mail adver- 
tising featuring the Dodge. They tie 
in with this in a follow-up plan of 
direct contact. The two brothers 
themselves do all of this. They select 
a number of cards from their exten- 
sive file, get the history of a car 
from a card, call at the home and 
talk automobile with the prospect. 
These are in the nature of friendly, 
chatty calls just as much as they 
are selling expeditions. Their pur- 
pose is to make personal acquain- 
tance, impress the prospect that 
Wurts Brothers themselves are in- 
terested, and above all to keep that 
name Wurts in circulation. 
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WILLIAM MAYO HEADS 
NEW HUPP DEALERSHIP 


Detroit, Mich. July 27.—An- 
nouncement was made here this 
week of the appointment of the 
Franklin Sales Company, 3131 East 
Jefferson Ave., as exclusive Hupmo- 
bile dealer for Detroit’s east side. 
The organization is headed by Wil- 
liam N. Mayo, whose failmy has long 
been identified with the automotive 
industry. 


George E. Clarke, genera] man- 
ager of the’ Hupmobile Michigan 
Sales Corporation, factory distrib- 
utors in Michigan, said that the 


new move was made to concentrate 
Hupmobile sales and service in the 
eastern part of the motor capital 
within a single organization 


CHAIN CO. GIVEN 
BIG TAX REFUND 


Bridgeport, Conn., July 27.—The 
American Chain Company has been 
granted a refund of $161,958 and a 
credit of $106,279 by the Inte 1 
Rev nue Bureau at Washington for 
Cc erasse nt of income and profit 
t in 1918 < ad 1919. 

The tax refund and credit are in 
line with a ruling made by Judge 
Carroll C. Hincks of the United 
States District Court, who orde’ ja 
deduction of $600,136 for the three 
years from 1921 to 1924. 

The court’s ruling upset an opinion 
of a Connecticut state commission 
that the Weed chain was a part of 
an automobile and ~" ld be taxed 
under that head. The court found 
tk t the chain was sepa™ e. 
TRENTON RUBBER GROUP 

HAS OUTING, DINNER 

Trenton, N. J., July 27.—Members 
of the Rubber Manufacturers’ As- 
sociation of New Jersey recently held 
an outing and dinner at the Trenton 
Country Club. Practically all con- 
cerns affiliated with the association 
were represented. Following the 
dinner the day was devoted to golf. 
John A. Lambert, treasurer of the 
Acme Rubber Manufacturing Com- 
pany, Trenton, is president of the 
association. 





CANADIAN S. A. E. 
MEETS TOMORROW 


Toronto, Can., July 27 (UTPS).— 
Members of the Canadian section, 
Society of Automotive Engineers, 
will hold their third annual golf 
tournament on Thursday afternoon, 
July 28, at the Burlington Golf and 
Country Club course. 


BROOKLYN CHEVROLET 
SALESMEN HOLD DINNER 


Brooklyn, N. Y., July 27. — The 
Chevrolet Motor Company’s sales- 
men in the Brooklyn territory, which 
includes Kings and Queens counties, 
held a dinner last week in the solar- 
ium of the Hotel Granada, Brooklyn. 
Mr. Joseph Smith had charge vf 
arrangements for this affair. 


COMING EVENTS | 


AUGUS1 
22-26—Denver, Col. American Chemical 
Society Convention. 
30-Sept. 1—Cleveland. S. A. E. Aircraft 
Meeting 
SEPTEMBER 
12-17—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E. 
15-17—Atlantic City. N. J. American Trade 
Association Executives Annua) Meete 








ing. ° 
19-20—Harrisburg, Pa. Pennsylvania Auto- 
motive Association Convention. 
22-23—Chicago. Nationa) Association Motor 

Bus Operators. 
OCTOBER 

3- 7—Buffalo, N. ¥. National Metai Con- 
gress. Sponsored by American So- 
ciety for Stee] Treating, with co-op- 
eration of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society. Wire Association. 

7—Washington, D. C. Nationai Safety 
Council Meeting 

3- 7—Buffalo, N. ¥Y. National Meta) Exe 
nosition. 174th Regiment Armory, 
W. H. Eisenman, 17016 Euclid Ave., 
Cleveland, director 

6—Toronto. Transportation 


S.A. E 
13-22—London, England. Olympia Show. 
17-22—Atlantic City, N. J. Nationa) Hard- 
ware Association, Accessories Branch. 
NOVEMBER 


14-16—Atlanta, Ga. Nationa! Tire Dealers’ 
Association 
DECEMBER 
2- 3—Chicago. National Standard Parts 
Association Convention. 
5- omer York. Annua) Meeting A. 8, 


5-10—New York. Power and Mechanical 
Enginereing Exposition. 
5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
afenucequrere’ Association, Conven- 
all. 


3- 


4- Meeting, 


tion 












@ paper presented by E. C. Woods, 
superintendent of transport, San 
Francisco Division, Pacific Gas and 
Electric Company, at the recent sec- 
tion meeting of the S. A, E. in San 
Francisco. 

The trouble is not in the valve it- 
self, but it is in the valve seat and 
the valve guide. It is not only the 
heat of the burning gases that burns 
the valve, it is the heat, combined 
with the friction of these gases be- 
ing forced under the valve under a 
heavy pressure and at a terrific rate 
of speed. 



















if it is forced hard enough and fast 
enough, This can be demonstrated 
in a simple way by’ taking an ordi- 
nary hand pump and placing one’s 
finger over the nozzle and then 
pumping up a considerable pressure; 
then, if the air is allowed to escape 
through a small opening past the 
finger, it will burn the finger. The 
air in the pump is not hot; it is the 
friction caused by -the air escaping 
through a small opening under 
heavy pressure. The same principle 
is applied to the gases escaping un- 
der the valve. In examining a 
burned valve, we notice that it is 
never burned all the way around the 
head unless it has been run a con- 
siderable length of time after the 
valve has started to burn. It is 
usually burned in one small place. 
This is due to the fact that the 
valve starts to burn at the place 
that is not closed properly. 

When an engine block is cast at 
the factory it is a green piece of 
metal. It is true that it is put 
through a certain seasoning process, 
but it never becomes thoroughly 
seasoned until after it has been run 
in the car for a considerable length 
of time. This block, in becoming 
seasoned, goes through a period of 
warpage and distortion and, conse- 
quently, the valve seat and valve 
guide becomes misaligned; in other 
words, the valve seat gets shifted 


NEW SOLDERLESS 
BATTERY TERMINAL 


The Ohio Kno-Sodder terminal 
was developed to meet the demand 
for a quick repair job. It was de- 
signed especially for oil stations or 
dealers who have neither the time 
nor the equipment for soldering. 

You don’t need a solder pot or a 
blow torch. 

The Ohio Kno-Sodder terminal 
will receive all standard sizes of 
cable, No, 1, 2, 3 and 4 gauge, and 
will tightly grip all sizes of cable 
and make a secure mechanical and 
electrical connection. 

Merely clip off the old terminal 
and screw on the Kno-Sodder 

——_—__———; 


Zero Pressure Tires 











































The B. F. Goodrich Company an- 
nounces a new type of high traction 
tire known as the “Zero Pressure” 
and perfected to meet the needs of 
tractor service. = 

This announcement follows grant 
of a patent covering this radical new 
development, issued to the B. F. 
Goodrich Company. 

This tire is called “Zero Pressure” 
because it has cushioning qualities 
equal or better than a pneumatic, 
yet has no air under pressure within 
the tire. 

The tire is designed to provide a 
snowshoe effect in loose or soft soil, 
or sand, having a tread which de- 
flects readily under load and pro- 
vides unusual tractive qualities. As 
the tire is not under. air pressure, no 
penetrating obstacle can damage it 
or cause delay. 

It is claimed that bouncing is 
eliminated, the tire rides easily, will 
not damage pavements, requires no 
inflation, and allows the equipment 
to operate at a greater efficiency 
than has heretofore been possible 
with either solid or pneumatic tires. 
The tire has already been widely ac- 
cepted on road construction ma- 
chinery and in some types of agri- 
cultural work. 















Friction causes heat even with air | 


Cutting Costs in Fleet Operation 






























on the intake valve-guide and seat. 


valve action, 
many times why the valves on one 
car are exceptionally noisy, where 
another car of the same make and 
design is not so noisy. Adjusting 
the tappets does no good, because 
we must leave a certain specified 
clearance between the tappet and 
the valve stem, otherwise we shall 
not be able to get the proper re- 
sults. 
through misalignment 
seat and guide. 
comes down and strikes on one side 
of the valve seat and, in trying to 
get closed, is drawn sharply against 
the valve guide on the opposite 
side and causes a sharp click. Op- 
erators overcome this by machining 
the valve seat to correct the other 
troubles, 





This is the ninth installment of,;off center from the center of the | 


guide. In examining a set of seats 
after they have been in use some 
time, we notice that they are wider 
on one side than the other. 

This is caused by the valve, in 
coming down, hitting on one side of 
the seat first and then has to slip 
over before it can become seated. 
This condition slows down the valve 


jaction, and the valve at high en- 


gine speed has not time 
properly before the tappet is start- 
ing to open again. Consequently, at 


|high engine speed, the valve operat- 


ing under these conditions never be- 
comes properly closed. A valve in- 
variably burns at high engine speed 
and not at low speed 

The motor car manufacturers to- 
day are building their cams on the 
camshaft more flat on the closing 
side than they did formerly. This 
is being done with the object in view 
of getting the valve closed more 
quickly. In grinding the cams flat 
this allows the valve tappet to fol- 
low the cam down much more 
quickly than formerly with the 
rounded cam. If there is an ob- 
struction, such as that already men- 
tioned, the valve having to strike 
one side of the seat first and, con- 
sequently, being slowed down, their 
efforts in the building of the new 
style camshaft have gone for noth- 
ing. In order to correct this trou- 
ble, we must machine the valve seat 
concentric with the valve guide. 

At times we have been puzzled 
to know why we have had trouble in 
making an engine run properly at 
low speed. In many cases at about 
5 m.p.h. the engine will start to 
run unevenly; in other words, it 
will get what is commonly known 
as “low speed buck.” We have tried 
many ways to overcome this con- 
dition, usually through carburetor 
adjustment and ignition. In many 
cases neither of these processes 
prove effective and we pass it over 
and call the job good enough. This 
trouble is due to a large extent to 
the same condition in the intake 
valve-seat and guide just outlined 


Concerning the problem of noisy 
we have wondered 


This trouble is also caused 
of valve 
When the valve 


Regarding why the valve stem at 


times becomes stuck in the guide 


and also why we at times find ab- 
normal wear in the guide and on 
the valve stem, when the guide is 
installed at the factory it is placed 
at a right angle to the surface of 
the engine. 
also placed to pull straight down 
or at a right angle to the surface 
of the engine. At times the valve 
becomes warped away from the true 
right angle position, and the valve 
spring, continuing to pull straight 
down, causes a bind which in turn 
causes excessive heat and sticking 
valves. 
the past and still is in many shops 
to drive the old guide out and re- 
place it with a new one when the 
old guide has become worn to a 
point where 
ciency of the engine. This method 
has been proved wrong because, by 
so doing, we are not improving the 
condition but are making it worse. 
We are throwing away the old and 
seasoned guide and 
green one which has to go through 
the warpage period and will start 
the troubles all over again. The 
proper method is to burnish 
old guide; if excessive wear, it will 
have to be replaced. 


The valve spring is 


It has been the custom in 


it impairs the effi- 


installing a 


the 





' (To be continaeid) | 


to close | 





































































4fubber cushioned center, and has 
® list price of $1.50. 
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'HOFFMAN DISCUSSES 
HEADLIGHT PROBLEM 


9° 


wee 


Trenton, N. J., July —One of 
the wirst, if not actually the worst, 


different 
as they 


is the 
beams 


| lighting 
| intensities 


problems 
of the 


to Harold G. Hoffman, motor ve- 
hicle commissioner. 

“That is the belief of authorities 
i'who have conducted the most 
searching scientific inquiry into the 
|whole problem,” he says. 
|} “One result of their research, 
which should startle the motoring 


public, is that there is as much as 
a ten to one variation in the beam 
intensity of the lights on different 
vehicles. 

“That figure commands attention. 
It medns that in many cases where 
motorist is disposed to blame 
the other fellow for having glaring 
lights, the real trouble may be that 
his own car's lamps are giving off 
a beam of exceptionally low inten- 
sity. 





features of the motor vehicle head- | 


come from various cars, according | 


Multiple Drilling Equipment 





“There is no excuse, nor any legal 
extenuation, for glaring lights. At 
the same time, night driving safety 
demands that motorists make sure 
they have adequate illumination. 
Proper adjustment to avoid glare is 
only ome part of correct headlight 
maintenance. 

“It is futile to expect the aver- 
age car owner to understand the 
headlight problem as does an en- 
gineer. As a matter of fact, the en- 
gineer goes on making important 
discoveries on the subject, which in- 
dicates that science, itself, still is 
Struggling for a solution, 

“Greater effort has been spent in 
recent years to give more thorough 
protection to the light reflectors. 
They are less subject to weathering 
and other factors which diminish 
their effectiveness. Yet, none of 
them is capable of an indefinite life 
of full efficiency. The owner of 
an older car will have no difficulty 
determining this for himself if he 
will but compare the condition of 
reflectors on his car with those of 
a newer machine. Moreover, such 
a comparison made with an under- 
standing of the reflector’s part in 
magnifying beam intensity will ac- 
quaint him with the reason why he 
is driving with less light. than the 
other fellow.” 


New Ford Foot Rest 


The Metal Products Company is 
now in production on a new acceler- 
ator foot rest for the V-8, V-4 and 
Model A Ford cars, This foot rest 
also fits many other makes of auto- 
mobiles, 

An extension to the regular Ford 
button foot rest has been added to 





increase its height so that the ac- 
celerator can be properly adjusted, 
making # comfortable for the driver. 

The regular one-piece arm is used 
to attach the accelerator foot rest 
to the button, which holds the ac- 
celerator foot rest in perfect posi- 
tion without cutting the carpet or | 
using any screws to attach. 

An auxiliary spring has also been 
provided, #hich is attached to the 
regular Ford accelerator under the 
cowl to increase the strength of the 
regular Ford spring on the acceler- 
ator. This is claimed to give much 
better action in operating the ac- 
celerator when driving the car. 

This foot rest is nickel plated with 


cently brought out a new circular 
saw with Strauss metal tungsten- 
carbide tipped teeth for service in 
cutting glued, composition and fiber 
materials for production operations. 


types of asbestos compositions, Que- 
bracho, ebony and other hard woods, 
insulating materials, 
bakelite, 





’ 


The Krueger-Wayne tool divisionthe group. It was designed for use 
of the Ex-Cello-O organization has{on an ordinary drill press. The body 
developed a number of new pieces of | is made of aluminum. At the upper 
multiple drilling equipment, shown | right of this group is a two-spindle 
in the accompanying cut. These|head equipped with a mounting 
Krueger-Wayne drilling tools carry| used on drill presses with Morse 
ball bearing equipment, which has | taper drive. 
replaced the sleeve type of bearing. In the center of this group the 
The gears are made of alloyed steel| phantom view illustrates the gen- 
generated and heat treated to give|ecral construction of all Krueger 
quiet operation. The spindles are | multiple heads. The spindles can 
hardened and ground to increase | be furnished as either standard ad- 
their life and permit the holding of | justable or plain spindles. Taps, 
closer tolerances. drills, reamers or other tools are in- 


Close grained iron or aluminum /|terchangeable In the adjustable 
has been adopted for use in the|spindle. At the lower left of this 
bodies, depending upon the appli-|group is a twelve-spindle head with 
cation. All bodies are fitted with/|close center distances. It is 
Alemite fittings for lubrication and| mounted on a flange quill type of 
so located as to be noticeable to the | drill press. 


The twenty-four spindle multiple 
head is shown at the lower right of 
this group. This head is designed 
for drilling and reaming twelve % 
inch holes in cast iron. It is 
mounted on a heavy duty hydraulic 
holes on extremely close center dis- | feea press. The body is made from 
tances is shown at the upper left of | close grained iron. 


DIES WITH TAPER 
ADJUSTING SCREWS 


The Wells Tool Company has just 
placed on the market a new adjust- 
able die forged from flat bar steel 
and equipped with a taper adjusting 
screw. The V-type threads on the 
taper adjusting screw fit into a cor- 
responding tapped hole in the body 
of the die, holding the threads of 
the die in the same position as those 
of a solid die, it is claimed. 

The lands or teeth of the die pro- 
ject below the body, and, with cor- 
responding openings in the side of 
the stock gives clearance for chips, 
preventing rough or torn threads. 

The company also offers one-piece 
malleable iron die stocks, strong, but 
light enough to give a delicate touch 
when threading with small dies. An 
adjustable guide with a positive lock- 
ing device obviates the use of loose 
joints. The guide may be set to 
sizes from 4% to 3% of an inch, Open- 
ings in the side give access for oil-| 
ing as well as to permit clearance 
of chips. For cutting close to the 
shoulder, the dies can be turned over 


operator at all times. 

The group of spindles shown here- 
with illustrates some of the out- 
standing features incorporated in 
multiple heads. A multiple head 
for drilling and reaming seven small 











taining glue or gritty substances 
which tend to dull saw teeth. 

The saw is made with several 
types of teeth adapted for use on 
various materials. It takes a feed 
of fifty feet a minute and operates 
at speeds ranging from 5,400 to 
10,000 feet per minute, depending on 
the materials and the machine. 


GRAPHITE IMPREGNATED 
_ BRAKE. LINING 


The Keasby & Mattison Com- 
pany is placing on the market a 
new replacement brake lining under 
the trade name Texmo. This lining 
is stated to be designed to meet 
modern conditions of operation with 
the new braking systems, free 
wheeling and high speeds. 

This brake lining is described as 
being a _ graphite impregnated, 
pressure formed asbestos textile 
product, embodying the advantages 
of woven and molded types. It 
contains 61 per cent. asbestos, Each 
strand, it is stated, is impregnated 
with graphite before being woven, 
It is claimed to be self-lubricating 
and with enough graphite to pre- 





and the cut be made with the other | pl porn ag on | Aero en 

=. separately | #70und one or more annealed brass 
The dies may be had separately wien 

or with the stock. Screw plates with The Texmo lining, it is stated. 


stock and tap wrench and an assort- 
ment of dies and taps, packed in a 
metal case, may also be had. 


CIRCULAR SAW FOR NIGHT SHIFT TO WORK 
DIVERSE MATERIALS! qyinton NJ. duly 27"The Mur- 


jray Rubber Company, Trenton, re- 
re-|cently placed a number of men at 
work in a night shift to handle in- 
creased orders for tires and tubes, 
The company is now competing with 
mail-order hous2s by handling bat- 
teries and oil in containers and has 
already built up a business in that 
line. The company recently held a 
meeting for its salesmen at the 
Trenton office and advised them re- 
garding new Sales. plans. 


can be applied to practically any 
type of passenger car or truck, and 
special sizes are supplied on‘ order, 





| MURRAY RUBBER PUTS 


E. C. Atkins & Co. have 





The saw is designed to cut all 


hard rubber, 
linoleum and fibers con- 
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CUMULATIVE NEW PASSENGER CAR 


Figures in this table are from R. L. Polk & Co, of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ill., and 
- New York city, are included in the New York state total. Some of this data has been published previously, but it is given here complete for the convenience of 


In this table 40 states and the District of Columbia Returns for today: Arizona, California, 
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States 3 3 3 

2 | 2 3 

0 o } 
Alabama | 11| l 11} 15) 8| 10| 53| 86 | 338| | 338 | 27| 1| 277| 1| \ 21| 327 
Arizens eer acer ae ceed cel neem erat ell cease tll ore tl saat cael aneasnadhckestticancoddaeeanan 
‘Arkansas i. 1] 3) 3) ij 35) 52] «192 2) * 194] 5] | __202/ 7] yj i)SSSSC=iD 
‘California } 64 3| 67 | 184) 272| 207) 812) 1475| 3631 27|_ «8658 302/ 40, 1472) 34) 91] 155) 2094 
Connecticut | 44) 44 60) 62) 42; +366, 530] 636) 4| 640} 133] 13} 518) «Of 28) 124, —»82a4 
Delaware } 3] | 3] 14} 13} 4 40) 71| 186) | 186 | 22 3} 140] 1 3| 33) 202 
Florida ee Bem ewe oe ee See 179] 252, ~—«631| 2; ~~SC«é« SB | a 6senHoeoe is., a oO 
Idaho De ee 6] 4j 4] 5] 24| 37] 102| | 102] a el ee eee ee oe 
Iinois ) ‘217 1] 218 | 174| 199) 175] 1036) 1584 | 2456) 21| 2477 | 229) 40| 1621; +33! ~~ 132 232; +2278 
Indiana | 60| 3| 63 | 73] 138] 103, 492; 806| 1088] ee 5| ~ 1093 | 80) 7 so "| 75) ~ oa. * oe 
inn a ma a ae 27 76, _—-243) 385 | 1203] 7 1210] 60) 5] 954) 1] 37 132| 1189 
Kansas | ——ay——=é<‘(YTS”S*é~sdYsti‘(i‘iéi:”!”™C 107152] «AAO oa ig, 7 wa  , om of 4a. 
Louisiana | 0 #+| wf 6 16; 25) 62| 109 | 628;  ~©«3| 631 | 26| 3] as |r . 457 
Maryland | 63| 63 | 52| 67] 47] 233] 309, si] TD 943 | 74] 4) 93, C“‘za SCT 1170 
Massachusetts | 99 99] 102! 81) 102) 841 1126 | 2927 | 14 2941 | 282| 26 1541 26 132 347) 2354 
Michigan | 69) 1| 70 | 131) 312| 130) 916, 1489| 6344; 17] 6361 | 212] 21; =: 1937| 20) 118| 262) my 2570 
Minnesota | 20] ~~ 20] 59). + +32) °° # «238 401; «5 30] 1491) 6| 1497 | 56 4; 1113) 6 62; 126 1967 
Missouri | 165| | 165 | 65) 94) 107 509) ——s75{ —=dis33|_—S—«éd' 1346 | 141] 10; 1248) 10| 5i; 135] 1508 
Montana | 1| } 1} 4 3| 7| 32). 46) 116) T__116| 7 — tt oo -— 158 
Nebraska ee a se 20) 95, —S«dL S| 590] 2) 592] _—38| 1) —. ... a 58, 2~C*é«CS 
Nevada | 1 | &OD| 4 3 1) 13) 21 | 48 | 48 | 8] l 40) i a... =... oe 
New Hampshire | 6) 6) ii) (10, io tie, sa 339, iC — a ee 
New Jersey | 123 | 123 | 194 158, +149) + +1062 1563] ——«2053| 16) 2069 | 414] 31, —«:1948) 32 138, 326, 2889 
New Mexico | | 4) 1| 8) 12 25 | 93 | 93 | 6| 72| a ce 
North Carolina | 12} 12} 26 12, ~«s 82 134 | 672| si, CSCC CC‘ C=‘ CtC:‘é 
North Dakota } | | | 11) 4 12 «4.461; °° °&®#&«$88 3| 242, —~=<“‘w]S*é‘CéMZ*YC i7=—té<“‘(i‘é‘(aiY;”;~é‘<iTt:;~<«<‘ U)”é;‘cMdt;S;S~*~=é ~~ Sil 
Ohio | 226. ~«3|~”~SC*«~C‘«C Y!~C«CdS| SC] ~SC«dB|~SCs236| ~—Ss«8BS | «BOI 20} 3321} +257; + +31; +2013, + +20  94| 322) ava? 
Oklahoma ~—sSézt 14) ul — 49° 131, (228, + ~=«800)—S—=—“‘<‘iYSS~S~*C«SY 53) ~«=864~CO4|,SS:*~=<“<~*~iY:*S*~<“‘ éial;S:C;#~«: S)|)t™~*~*« ek 
Oregon | 4 | 331 sa] 0) Sit 164] 365] #+| 366) 46) Of 255) 2) 18) 197 349 
Pennsylvania. | (209 1) wit 427] 371| 350, 2161] 3309] 4361) +36) 4307) 485) 47; 3303, 46198) 594) 4723 
Rhode Island | | 7 = 28 22) 153} 235 | 351| ] 351 | 53] 4| 244| 6 15 “| 366 
South Carolina | 1 4| 16| 10} 50| 84] 363| | 363 | 21| | 240) 1| 4| 19 285 
South Dakota | | ae 5| 12) 48) 69] 127} | 127 | 3| 1| 154| | 9| 11) 17 
‘Texas | 28] 6 58) 68) 252) +404) + 2257| 5| ~+2262| 193) 8) 2017; #«|9| oa 140) 2408 
I aaimanaaencn ana 3 } 3| tt t a a Pe eee a 109} 1| 7 14] i141 
Vermont | ee , a 10} 50| ont 241 | oO ee a ee ee ee 
Virginia | , 8] i 50} if] 200] S6lf 2) 953) 60] a ~ — 2. -_— =— on 
Washington ishington | 5] 36| 3 33 156] 55 | 485 | 2] 487] 41| 271) 3| 25) 33] 377 
West Virginia | 77 | 17| 41| 29) 52| 183} 305 | 528] 2) 530 | 37] 447] 3] 15) 51| 553 
Wisconsin } 52 | 52] 67 61| 69] 412) 609] —«12i1] 6| 1217} 118] 14 919) 6 38, 13a) daa 
eee ehata ia nn st tn | tg ee to et 





























Line Total 2315; 2581 2340) 13071) 45023) 228) 3742! 358  30074/ 297; 1474! 4089! 

Group Total | j 1702 | | | | | 20307 | | | 45251 | | | ] 40034 
Alabama, 1931 __| 12 12| 23 11| 33} 23( 90 | 495| 1| 496 | 40! 4! 671! 2| 2 29) 148 
‘Arizona, 1931 ‘| 14 14| 8 12| 11| ry 35 | 163, ~'4| 163 | =~ iw =- | m= i 
‘Arkansas, 1931 | Se ae 23; i4,~—~—~S=«S 174| ] 174} 12] | 305 ij 4) 17] 339 
California, 1931 | 438, 8, 446 | 414| 310) 405) 112). +1241) + 4307) 42| ~ 4349| 778) 103) 3991, 64, 164, 376 5496 
Connecticut, 1931 | 89} | 89 | 133). 104) 137 43] 417; —«i‘iaat*<“«*iYSC‘(‘CON’COC‘CB*YS 237, +36) 973). 22) 93) 208, 599 
Delaware, 1931 | 5| 5| zs «si tt xt Et ee a a et et ae ee eee 
Florida, 1931 | 46) 46 94) 18) 51) 45) 208 | 1104] 7 1111 | 100] 2) 1170) 4 26| 152) 1454 
Idaho, 1931 —*«| 5 _ __ —=— —_ et a a a | a es | a 
Miineis, 1931 261; —=s21,—~=S=t=<C~*é DY 416] 191, 368, 145) iiaoj 3429; 33] 3462 | 388 97; 2979; 68, 561|. 609, 4752 
Indiana, 1931 126} 5] ~+131] 130; +142) ~=«147|~Ssé«i]SC*~<“;*‘«sS SSYSCOS*«sCCACYS~*~*~*«~<YSCS*S*« DY 151] “20; 1304, 6, 140; 203). 1624 
Towa, 1931 - 40, 2) 42{ 116; +54, ~+~«151| +~S=«GO} ~=S*=<“‘wC*YSCS*«dDOB]S~*~*«~SYSC*‘“‘C‘CUOYY~~©A2)~~~-'8] ~~-:1990| 11; +149) ~~ 272) ~~ ~-2501 
Kansas, 1931 | 7% | ~~=S«o] aa] ~——SC«éaYS*“‘iSY?*COW#=+«dlS|~=S=*=“‘(KQOSY;CO#C=~S&=SAS)#*O#€©;#CO#~*‘«é&S&AS|~=SCsé=é‘éeé|S*~‘“ |S SCSC~«|S*~«YSCS*« a SSS~*«tS 


a 


| 
| 
| 
| 
Louisiana, 1931 | 16) 3) 19] 43) 34, ~—«O#A 17; ~~«148*| 663] 5] 668 | 22] 5| 307, ~=~S*<“‘~SC~Y;s*C‘<CSCSY*SC‘<‘<‘<=<zCSSSSS”*«COD 
Maryland, 1931 | 54; 1] 55] «80 42) 40) 55] 217] 915) 7 922 | 118 15] ‘1347 7 48) 200] 173 
Massachusetts, ’31 | re $7, 57, = 4169 
Michigan, 1931 j 435 
1 
issouri, 1931 | 79 





69} 


148} 753 | 
135) 4 139} 271) 198) 


57| 
67| 


2733 | 
3077| 


238) 
330) 


568 | 
485 









19| 3227| _516| 
3652) 18] 3670|  376| 


57] 
20) 










































































Minnesota, 1931 54) ] 54] 112) 47] 85 155] 99 | 923] 3] 926 | 97 6} «16511 8) 99) 236 2097 
Missouri, 1931 5 d 84 151) 86| 149) 126] 512] 1669! 11] 1680 | 272| 20] 2398) 13] 139) 334] 3176 
Montana, ontana, 1931.) 7 i 7] 29} 22) 19} 21) Sif 186). ~~ ~~+| ~166| 27] 1| 241) . 2) Ue ee 
Nebraska, 1931 | J ij ~~ 24] 67, +11 60 65) 193, +01). ~~ ~~ 803 | 80, 3) +1004) | 43, 96) 1246 
Nevada, 1931 | 5 6| 2, ~« 3] li; 423; | as | i, 3| +o 2 J 3] 84 
N. Hampshire, ’31 | 10) | 10| 34) 13} 19) 40) 106] 377] 3| 380 | 48} 5] 43, SSC«*S 46, +7) 592 
New Jersey, 1931 | 280 5| +280] 360) 100 255, ~—*9i| 806 | 2360/ 30) 2390 | 626| 75| 2928) 58) 343, + +507| 4537 
New Mexico, 1931 1 ] 1 8) ] 0 3) 21| 81) | 81} 22] 1] 88) 1} 3] ry 119 
No. Carolina, ’31 19) 1) +20) 68 16, 61) 36, 201] 936] [935] 7 ~~ s2| ~~ )SSSC«S 64). ~~-1014 
N. Dakota, 1931 5| | 5} 19] 1 22] .,lrlcCCClhCUCct S'S Fe ee ee ee ee ee eee 272 | 36 ] 349) i 10, 44 430 
Ohio, 1931 250} 9” 259 | 352} 319) 295, 416, +1382) 3255) 18} ~~-3273| 381| 74) 3609, 39) 325) 709) 5137 
Oklahoma, 1931 | 17, ey 18 | 50/ 8) 62, ~46| 166 | 628) 1 629 | 73] 6) 823) 2) 15] 100) 101 
Oregon, 1931 | 16; 1| 17| 54 37) 55| 30) 176 | 541| 4| 545 | 54/ 8| 614) 1] 32/ 53/ 162 
Pennsylvania, 1931} 437| 7; 444) 877, 394 602) 403) ~~ 2276] 4059) 33| 4092] 886] 103} 5536) 73| 499) 906) 8003 
Rhode Isle., 1931 37| i! 38) 1% 62 19) 229] 40a| 3] 405} 101] 14) 513} ~“Tij 29) 112; +780 
Se. Carolina, 1931 } 14| 14] 42) 22) 32) 24/ 120] 5377| 1 538 | 40) 1] 670} 4 16/ 37] 768 
South Dakota, ’31} 5| 5{ 41; 4, 39! 35] 129] 261! | 261 | 30/ } 378} l 36 482 
ee a0 fara ar a a 


Utah, 193i an aa nse a ne naan aie aie T.6.—C~<CS:”:*:i‘<i‘<—<sa?Y!'?SC;‘ia,t:t;!;CL!:t:tCle.!;!;!;:C CC 22, 339 


ee 
Vermont, 1931 15| a 27| ™ 26) 90 | 216) | 216 41| 5| 214! 7 23| 44 234 
Virginia, 1931 } 37 i 86) ai 54| 313 | 1617} | 1619 108} 11| 1717} 4 52| 199} 2091 


Washington, 1931 ii | 7 = 37] 28 | 369 | 53| 396) 35| 
























Dist, of Col, 1931] 40 1° a 56, io) SC«|SSC*«S 203 935) {| 5] — a a raat I 


Line Total, 2955! 1 5074| 2814! 4553} 3211) 47119} 280) 822} 53492 539) 3943) 7811| 

Group Total, ’31| | | 3056 | | j } ' 15652 | | | 47399 | “1 ] | | | lve 90006 
a LL RR a Sn 
*Not in production. 
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i REGISTRATION STATISTICS, JUNE, 1932 


New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures, compiled by Sherlock & Arnold, 


our subscribers, Readers desiring county, city, or town lists, or lists of owners in any given section may obtain these by addressing any of these three companies 


Massachusetts, Nevada, New Jersey, Texas 


HUDSON GROUP 


Arizona 

Arkansas 
California 
Connecticut 
Delaware 

Florida 

Idaho 

Illinois 

Indiana 

lowa _ 

Kansas 

Louisiana 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Missouri 

Montana 
Nebraska 

Nevada 

New Hampshire | 
New Jersey ce 
‘New Mexico 
North Carolina | 
North North Dakota —_| 
Ohio 

Oklahoma 

Oregon 
Pennsylvania 
Rhode Island | 
South Carolina | 1 
South Dakota | 
Texas ; 

Utah 

Vermont 

Virginia 
Washington 

West Virginia | 
Wisconsin _ 7 
Dist. of Columbia 


4 
70) 


48) 
6| 
22| 


132| 
«67 


18) 


107) 


Hudson 


61| 
15) 
3| 


14| 
3| 


4 
40| 
17| 


14 
69) 
71| 
23) 


| 56, ~—2ij 


2| 


13] 


7 


179, 
~ 4i 


18 


3 
1| 
64| 


2 
82| 
5| 


10) } 


“COC 


7| 
10 | 
1| 
131 | 
63 | 
9| 
36 | 
7 
172 | 


46| _ 


280| 


234 | 
59 | 
77| 


| 
i6| 
2| 


243 3] 
5 
8! 
218] 


9| 
io; 


300}. 1 


23 | 


161] 


10} 
10 
4 


23 327| 


24| 


4| 
20° 
7 
l= 
11| 


~ 4112 


50) 
|_| 
aaa 

3| 
102| 
65| 


49) 


a 
51} 
46 

4) 
26 


Studebaker 


2| 


a 


2) 


232| 


| __ 48) 
| _—5 
8| 
5| 

171| 


_ 33} 
101 
76 


28) 


premeemeporerene 


30 


1 
| 

4 
1} 
2 
17; 


is) +1 
159) 

8 
15} 


156) 


16 
14 
218 
15) 
5| 
16 


77) 40 


| 
' 


15| 
19| 
29) 
31| 
52] 
32] 


16| 


146) 


2| 

5| 
7| 
111) 
15} 
14} 


187 


10) 
2| 
5| 


4| 
7 


19} 


25) 
55) 
34) 


STUDEBAKER GROUP | 


12] 


i7| 


6} 


582] _—62 


10i{ 30 


16] 2 


17] 10 
# 
297 | 


WILLYS-OV’R’D GR’F 


Willys- 
Overland 

Willys- 
Knight 


18} 


eet 
62) 
30). —~SOS 
2| 
10} 


1| 


= 


127| 


86 
233) 
203 | 

79 | 

83 | 


5| 
a) 
6} 

29 | 
335 | 


44| 


271] 


30 | 
422 | 


29] 
end 


21 | 


125] 34 


if! 
22| 
38 | 
55 | 
a7] 
113} 


16) 
| 90) 


43) 
— 


25) 


10 
12 


fmoenes 


21) 
39 | 
cc 


11} 
124) 


232) 33 
32] Rts 


368) 39) 


19} 
1| 
=_—__ 


34 


1| 
28 


36 


8 


_ =. 


2| 


105) 17 


=]) 
N) | co} 
—— —_ — — 


5] 


Franklin 


NON-AFFILIATED MANUFACTURERS 


Graham 


Hupmobile 


Marmon 


Packard 


_ 


| &> 


| © 


State 
Total 


Miscella- 


822 
301 

486 
8,652 
"2,366 
504 

| 1,647 
283 

7,606 
3509 
3,092 

1,221 

1,303 

. 2,851 
~~ 4,508 
~——~J1 358 


5| 1,429 
| 107 
9329 

1,979 

1,010 

14,537 
pF 103 
166 

417 

~~ 5,483 


Line Total | 1740 730 | 173 1983 1606 | 1772 350 | 110 109 898 676 1855 216 | 120,817 


Group Total 


Alabama, 1931 
‘Arizona, 1931 
‘Arkansas, 1931 
California, 1931 
Connecticut, 1931 | 
Delaware, 1931 
Florida, 1931 
Idaho, 1931 
Illinois, 1931 


Indiana, 1931 


Jowa, 1931 


Kansas, 1931 
Louisiana, 1931 
Maryland, 1931 | 
Massachusetts, ’31 
Michigan, 1931 
Minnesota, 1931 
Missouri, 1931 
Montana, 1931 
Nebraska, 1931 | 
Nevada, 1931 

N. Hampshire, *31 | 
New Jersey, 1931 | 
New Mexico, 1931 | 


No. Carolina, "31 as 


N. Dakota, 1931 1931 |! 
Ohio, 193 1931 a. ae 
Oklahoma, 1931 | __—& 
Oregon, | 1931 | 
Pennsylvania, 1! 1931| 


Rhode Isle., 1931 | 


So. Carolina, 1931 | 
South Dakota, * 31} 
Texas, 1931 | 
Utah, 1931 
Vermont, 1931 | 
Virginia, 1 1931 | 
Washington, 19 1931 | 
West Virginia, ’31 | 
Wisconsin, 1931 | 
Dist. of Col., 1931 
Line Total, ’31 


Group Total, ’31 | 


417, 


| __ 399] 
 — 
121| 


36| 


. — 


1 
54[ 
rr 
348) 
6| 
45) 
514! 


20| 
19} 
52) 
27] 
40| 
90) 


20) 


4i| 
107] 
44| 
3790 


56| 


27] 
139 
99/175) 

39) 

38 


14 


22/ 


9 
104) 
‘ida 
15| 


 172/ 


19| 


r 44y 


6) 
40) 
10| 


18] 


25) 
6| 


“a 


36| 


1522| 


317| 


162) ~*~ 


8 


452] 


30 | 


686 | 


75 | 


5312 | 


46) 
11} 


10 


7 3a 


3762 | 


10 | 
16 | 
9| 


545 | 
117] 1 


30 


~ §s 


a 


~ 256, 38 


53} 


«24 


| ia 


53 


53 


121] 
68] 


308 | 


3| 
18 | 


| 302 | 


21] 
54 | 
465 | 
41| 
10| 


ii| 


18]: 


58 | 
56 | 
40 | 
105 , 


148 


27| 
9| 


139, 


132) 
9| 
10) 


| 120) 


1| 
36 


5 


22| . 
528 87] 
33] 


ii} 
45] 
47 
91) 


28) 


— 


ee 


395,57 

15 ; 
{oc 
615 | 
——"s1 


6| 


—— 
a ee 


| a 


35 
——y z 


26) 


7 


110 | 


12] 


37| 2| 
—7——3 


3| 
2| 


6| 


[SiC 


i= 


48 | 
50 | 


17/12) ~SCO« YC 


1| 
| 


7| 
1 


TU) 
2| 
1| 


as 
8| 


35) 


a es ee 


| 


4 


«SS 


a a 2.2 
TT aos 
338! 2913 


1033 


| 
1p 1415 
A maaet 
mi 


ay 


509 

«616 

~ OT] —«*13,772 
10} 3,594 
7} 565 


a) ES 


7] +696 

62 | 11,241 
a) ee | 
~ 39] 5,056 
10| 1,928 

3 | 1,915 


“3if{__—3,42 


51] __ 10.098 
10, 653 


7] 1,298 


 49{ 9.626 


1| 232 
7] 2,336 
8] 889 
85] 12,003 
~ 5| 1,934 
~— CC 
17,938 

y}  +1,719 
| 112 
974 
4,686 


5, €~»~=«-«4200 
iT 2,120 
| 3,906 
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OVER 80,000 





DISTRIBUTION 





1932 Review and Reference Number 
August 27 


Editorial Coverage 


Editorial treatment will be such as 
to interest those in every branch of 
the industry. Review and reference 
material is now being gathered and 
in addition there will be opinions 
from leaders in important branches 
which will contribute to make the 
Review and Reference number of 
1932 the finest we have ever pub- 
lished. 


Financial and economic phases of 
various branches of the industry; 
registrations of passenger cars and 
trucks for 7 months from practically 
all states. Also reviews of business 
activities among makers of machine 


tools, accessories, parts, bodies, etc. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON SPREET, N. Y. C. 
DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich. 
WESTERN OFFICE: Willard R. Cotton, Manager 
333 No. Michigan Ave., Chicago, Ill. 


Wes opportunity is presented in 

this issue to cover the automotive 
industry very thoroughly at low cost. 
The regular space rates apply even 
though the added distributions will 


cover 


Practically every dealer and dis- 
tributor of vehicles in the 
United States. 


10,000 independent repair shops. 


3,000 engineers, production men 
and other factory officials. 


1,500 jobbers of accessories, 
parts, shop equipment. 


16,000 commercial fleet owners, 
truck dealers and bus op- 
erators. 


Total distribution, including 
regular circulation, over 


This added coverage should prove 
extremely valuable to all advertisers. 
Visibility of all advertising is a big 
advantage. The large size (1,000 line) 
page offers considerable room for a 


comprehensive selling message. 


SPECIAL POSITIONS 


Advertisers desiring special positions 
should send reservations at once. 





